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AUGUST-SEPTEMBER,  1961 


REVISED  PRICE  LIST 
FOR  JUDD  PATTERN 
BOOK 


Since  the  publication  of  UNITED 
STATES  PATTERN,  EXPERIMEN¬ 
TAL  AND  TRIAL  PIECES  by  Dr.  J. 
Hewitt  Judd,  the  popularity  of  this 
scries  has  increased  steadily  and  prices 
of  most  items  in  this  field  have  risen  to 
an  all-time  high. 

The  publishers  of  this  book  feel  that 
because  the  $10  price  of  the  book 
represents  a  substantial  investment, 
purchasers  of  this  book  would  be  dis¬ 
couraged  if  they  had  to  replace  the 
^L>k  now  with  a  second  edition  showing 
IE-  changes  in  valuations. 

We  have  talked  this  situation  over 
with  the  author  and  with  Mr.  A.  Kos- 
ofT,  the  well-known  coin  dealer  who 
assisted  in  the  original  pricing  of  items 
in  the  book.  Wc  have  all  agreed  that 
the  most  satisfactory  course  of  action 
would  be  to  issue  an  up-to-date  price 
list  that  could  be  used  with  the  book. 

Such  a  list  has  been  prepared  and 
we  have  decided  to  distribute  it  without 
charge  to  everyone  who  has  purchased 
a  copy  of  the  book. 

Dealers  who  have  copies  of  this 
book  in  stock  may  obtain  these  inserts 
without  charge  by  writing  to  the  Coin 
Supply  Division  here  at  WHITMAN 
PUBLISHING  COMPANY.  This  list 


uses  the  numbering  system  found  in 
the  Judd  book  and  indicates  current 
prices  for  every  item  that  has  changed 
since  the  book  was  published.  If  you 
know  of  customers  who  have  purchased 
copies  of  the  book  and  would  like  this 
new  price  list,  be  sure  to  call  their 
attention  to  the  fact  that  this  list  is 
available. 

Owners  of  the  book  may  obtain  a 
copy  of  the  revised  price  list  by  sending 
a  stamped  self  addressed  envelope  to 
M  office.  The  size  of  this  list  is  identi- 
with  that  of  the  A.  W.  -Judd  num¬ 
ber  conversion  table  that  was  given 
away  earlier  this  year  as  an  addition  to 
the  book.  It  fits  neatly  inside  the  book 
for  convenience. 
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RANDOM  THOUGHTS  ABOUT  THE  MIDSUMMER 
COIN  MARKET 

Nobody  in  his  right  mind  would  be  so  foolish  as  to  say.  “This  is  the 
best  time  of  the  year  for  selling  coin  accessories.”  Wc  just  don’t  kid  our¬ 
selves  about  the  buying  habits  of  our  typical,  composite  coin  collector. 
Because  his  kind  are  found  in  every  walk  of  life  and  strata  of  society,  he 
cannot  be  described  or  classified.  He  is  a  boy  scout,  bus  driver,  bank 
teller,  stenographer,  newsboy,  ticket  agent,  machine  operator,  financial 
executive,  or  policeman.  He  is,  in  a  manner  of  speaking,  a  faceless, 
composite  citizen  who  happens  to  have  some  leisure  time.  lie  collects  for 
the  lure  of  finding  the  elusive  “rare”  date.  He  collects  because  he  wants 
to  invest  or  speculate  for  profit.  He  collects  because  he  is  history  minded 
and  finds  stimulation  in  acquiring  objects  of  antiquity.  Very  likely  his 
collecting  is  a  mixture  of  unequal  parts  of  these  objectives. 

What  has  this  to  do  with  the  August  market  of  coin  accessories?  Just 
this.  It  isn’t  the  peak  of  the  market,  but  it’s  still  far  from  a  dead  market. 
The  collector  still  breathes  and  drinks  and  eats  his  hobby.  He  is  not 
necessarily  out  of  town  on  vacation:  he  may  still  lie  very  alert  in  the 
pursuit  of1  the  missing  dates  or  ready  for  a  new  series  to  broaden  his 
collecting  interests. 

An  August  browser  in  your  store  may  be  a  September  buyer.  He  is  not 
to  be  ignored.  After  all.  he  may  buy  today! 

Another  point  to  keep  in  mind  is  that  the  three  standard  coin  reference 
books  arc  scheduled  to  hold  up  the  summer  coin  business  (Red  Book 
early  July,  Canadian  Catalog  August  1  and  Blue  Book  September  1). 

Finally,  PREPARE  NOW  for  early  fall  business.  We  have  been  manu¬ 
facturing  at  full  speed,  building  a  large  inventory  of  all  lines  of  coin 
folders  and  albums.  The  jobbers  will  have  full  lines  from  now  on  to  put 
you  on  a  “complete  display”  basis  when  it  counts  the  most. 

R.  S.  Yeoman  Vice-President  and  General  Manager  Coin  Supply  Division 


NEWEST  MEMBER 
OF  WHITMAN  CREW 

The  Whitman  Coin  Supply  Division 
has  recently  added  another  member  to 
its  staff.  Warren  Mielke  will  now  be 
in  charge  of  scheduling  all  of  the 
manufacturing  of  merchandise  for  this 
department.  Some  of  his  other  duties 
include  estimating  the  cost  of  various 
items  in  the  line  and  the  billing  of 
production  items. 

Warren  has  had  over  eight  years  of 
experience  with  the  Western  Publishing 
Company  organization.  He  has  worked 
in  the  cost  department  of  Western  and 
in  the  production  departments  for 
WH ITMAN  greeting  and  playing  cards. 

His  many  years  of  experience  in  this 
line  of  work  will  be  a  great  asset  to 
this  department  and  should  further  in¬ 
sure  controlled  production  of  the  coin 
supply  line. 


NINETEENTH  EDITION 
HANDBOOK  GOES  TO  PRESS 


Here  it  is — time  again  for  another  edi¬ 
tion  of  the  HANDBOOK  OF  U.  S. 
COINS.  For  18  years  now  this  hook 
has  held  its  position  as  the  most  popular 
coin  premium  price  list  in  the  whole 
world. 

This  year  the  Blue  Book,  as  it  is 
known,  will  be  released  September  1. 
The  release  date  has  been  changed 
from  August  to  September  because  of 
the  tremendous  increase  in  initial  orders 
of  the  GUIDE  BOOK.  Canadian 
Book  and  HANDBOOK.  All  three  of 
these  publications  have  to  be  prepared 
in  a  relatively  short  space  of  time  and, 
therefore,  it  was  necessary  to  revise  the 
release  dates  of  these  books  in  order  to 
print  enough  to  distribute  them  to 
everyone. 

The  HANDBOOK  OF  U.  S.  COINS 
is  quite  unlike  the  GUIDE  BOOK  in 
that  it  does  not  immediately  become 
obsolete  when  a  new  edition  appears. 
Price  changes  in  the  HANDBOOK  are 
not  nearly  as  extreme  and  the  impor¬ 
tance  of  issuing  a  new  book  each  year, 
therefore,  is  mainly  to  keep  it  available 
for  new  purchasers  rather  than  to  em¬ 
phasize  new  price  changes. 

This  does  not  mean  that  the  latest 
prices  arc  not  important.  In  fact,  many 
weeks  of  careful  preparation  go  into  all 
of  the  price  revisions  and  many  pur¬ 
chasers  of  the  book  are  anxious  to  learn 
what  the  new  coin  values  will  be. 

Sales  indicate  that  most  of  the  users 
of  the  HANDBOOK  are  new  collectors 
and  this  is  their  initial  introduction  to 
the  hobby.  Because  the  general  infor¬ 
mation  given  in  the  book  is  basic  and 
unchanged  in  each  edition,  the  appear¬ 
ance  of  a  new  l>ook  each  year  is  of 
only  secondary  importance  to  them. 

The  general  appearance  of  the 
HANDBOOK  is  one  of  the  biggest 
factors  in  its  popularity.  The  extremely 
low  price  of  $1.00  is  another  important 
feature.  A  person  who  wants  to  start 
a  coin  collection  can  easily  sec  that  he 

The  Dexter  Cote  Making  Mochine  produce!  cover! 
for  hard  bound  booki  at  a  rote  of  1,000  per  hour. 
Thi*  work  wot  formerly  o  very  expemive  hond 
operation. 


is  getting  his  money’s  worth  by  invest¬ 
ing  in  this  book.  All  of  the  basic  infor¬ 
mation  needed  to  understand  U.  S. 
coins  is  given  and  everything  is  de¬ 
scribed  in  terms  that  even  the  youngest 
collectors  can  understand. 

The  hard  bound,  soil  resistant  cover 
on  the  HANDBOOK  is  a  feature  found 
on  very  few  other  books  priced  at  one 
dollar.  It  assures  a  long  life  to  the  book 
even  with  daily  use.  The  sewed  binding 
gives  the  user  the  advantage  of  being 
able  to  keep  the  book  open  to  any  page 
that  he  is  using  while  studying  his 
coins.  This  is  very'  important  because 
coin  books  arc  used  as  a  reference 
source  rather  than  for  quickly  reading 
each  page  like  other  books. 

Most  inexpensive  book  covers  are 
simply  a  printed  sheet  of  heavy  paper 
or  light  caidboard.  The  belter  class  of 
books  are  fitted  with  case  made  covers. 
A  case  made  cover  is  made  up  of  two 
lx>ards  and  a  cover  wrap  with  a  third 
strip  used  at  the  bind.  This  strip,  or 
back  lining  as  it  is  called,  is  made  of 
paper  or  cloth  and  is  glued  into  die 
case  to  reinforce  the  cover  across  the 
bind.  The  cover  wrap  is  the  paper  or 
clodi  covering  which  is  pasted  on  the 
outside  of  the  cardboard  covers.  In  the 
case  of  the  HANDBOOK  this  cover 
wrap  is  made  of  a  plastic  coated  ma¬ 
terial  which  is  attractive,  durable  and 
soil  resistant. 

The  Dexter  case  making  machine 
used  to  produce  these  covers  auto¬ 
matically  delivers  two  boards,  strips  and 
cuts  the  back  lining  correctly,  positions 
the  boards  and  back  lining  on  the 
glued  material,  turns  it  over  the  boards, 
presses  and  then  delivers  the  finished 
cases  onto  a  receiving  table. 

Cases  made  from  these  machines  are 
uniform  in  size,  the  material  is  firmly 
and  smoothly  attached  to  the  boards, 
the  comers  are  correctly  made  and  the 
pattern  of  the  material  is  in  no  way 
disturbed. 

After  the  cases  are  finished  and  gold 
stamped  with  the  title  of  the  book, 
they  go  to  the  casing-in  machine.  Here 
they  are  glued  to  the  end  sheets  of  the 
book  for  a  permanent  union. 

You  will  find  new  information,  new 
illustrations  and  price  revisions  in  the 
nineteenth  edition  of  the  HAND¬ 
BOOK.  To  answer  one  question  that 
many  of  your  customers  will  lx-  asking, 
the  1960  large  and  small  date  cents 
have  been  listed  this  time. 


Have  you  seen  the  new  No.  9  WHIT¬ 
MAN  Check  List?  This  new  list  takes 
the  place  of  the  separate  check  lists 
that  were  formerly  issued  for  United 
States  coins  and  for  Canadian  coins. 
The  new  list  folds  to  a  handy  pocket- 
size  and  covers  all  of  the  popular  35f 
albums  for  United  States,  Canada, 
Great  Britain  and  Newfoundland. 

Collectors  use  these  check  lists  to 
keep  an  inventory  of  all  of  the  cd^t 
that  they  have  in  their  WHITM^P 
folders.  Each  opening  in  the  folder  is 
listed  in  the  check  list.  A  collector  thus 
knows  immediately  what  coins  he  has 
and  what  coins  are  missing  from  his 

^ The  WHITMAN  COMPANY  is  the 
only  coin  folder  manufacturer  that 
makes  a  check  list  available  without 
charge.  These  check  lists  are  one  of 
your  most  important  and  valuable  sales 
aids  and  are  a  good  promotional  piece 
constantly  reminding  the  collector  of 
the  various  albums  that  are  available 
in  this  line.  Every  purchaser  of  the  35<r 
albums  should  be  given  at  least  one  of 
these  free  check  lists. 

Dealers  may  obtain  a  reasonable 
quantity  of  these  lists  through  their 
regular  WHITMAN  jobber  source. 
They  arc  given  out  in  accordance  with 
the  quantity  of  albums  ordered.  Be 
sure  to  take  advantage  of  this  free  good 
will  builder. 


COMING  SOON 

kRIEK'i 


CALENDAR 


‘A  Standard  Catalogue  of  Canadian 
Coins,”  10th  edition,  by  J.  E.  Charl¬ 
ton — The  1962  edition  will  be  re¬ 
leased  at  about  the  same  time  tliat 


you  receive  this  issue  of  the  Mer¬ 
chandiser. 

‘Handbook  of  U.  S.  Coins,”  19th  edi¬ 
tion.  by  R.  S.  Yeoman— The  1962 
.  edition  of  this  book  will  be  delivered 
F  to  Whitman  jobbers  the  first  week  of 
September — one  month  later  than 
the  usual  release  date. 

‘The  U.  S. — Philippine  Coin  liook," 
by  Xeil  Shafer — This  has  finished 
running  in  serial  form  in  the  Numis¬ 
matic  Scrapbook.  Will  be  added  to 
the  $1.00  Coin  Reference  Series 
within  the  next  month. 

‘Store  Card  Tokens  of  the  Civil  War” 
by  George  and  Melvin  Fuld — This  is 
another  new  Civil  War  book  that 
will  be  a  ‘‘natural”  for  the  Cen¬ 
tennial  celebration.  It  is  a  companion 
for  the  “Patriotic  Civil  War  Token” 
book,  and  part  of  the  $1.00  Coin 
Reference  Series.  Check  with  your 
jobber  about  Sept.  15  for  this  book. 


IN  THE 
PLANNING 
STAGE 


SSrr 


“A  Guide  Book  of  Mexican  Decimal 
Coins”  by  T.  V.  Buttrcy — A  surge  of 
new  interest  in  this  field  has 
prompted  us  to  produce  a  book  on 
the  subject  of  modem  Mexican  coins. 
Plan  on  seeing  it  in  print  by  the  end 
of  this  year. 

“Coins  of  Puerto  Rico  and  the  Virgin 
Islands,”  by  Maurice  Gould  and 
Lincoln  W.  Higgic — Being  planned 
for  the  Coin  Reference  Scries  as  a 
companion  to  the  Alaskan,  Hawaiian 
and  Philippine  books.  Look  for  this 
one  soon. 

“Pageant  of  World  Commemorative 


Coins”  their  meaning  and  symbolism 
— by  Thomas  W.  Becker.  An  in¬ 
formative  book  on  a  popular  field  of 
collecting.  Fully  illustrated.  Should 
be  in  print  by  late  1961. 

‘Commemorative  U.  S.  Coins,”  by 
Arlie  Slabaugh — Parts  of  this  have 
already  appeared  in  the  Numismatic 
Scrapbook  Magazine.  Publication  in 
book  form  should  make  it  a  'standard* 
on  the  subject  for  many  years  to 
come. 

‘The  Fantastic  History  of  the  1804 
Dollars,”  by  Walter  Breen,  Eric  P. 
Newman,  Ken  Brcssctt  and  Lynn 
Glaser — New  developments  anti  star¬ 
tling  discoveries  have  caused  a  further 
delay  on  this  book. 

‘Misstruck  Coins,”  by  Charles  Scher- 
merhom — New  government  regula¬ 
tions  concerning  mint  error  coins  may 
soon  be  available  for  inclusion  in  this 
book.  Look  for  it  early  in  1962. 


ELDON  RACKS  ARE  HUGE  SUCCESS 


The  new  Eldon  display  racks  have 
already  proved  to  be  a  big  success. 
Dealers  all  ovei  the  country  have  been 
ordering  these  through  their  WHIT¬ 
MAN  jobbers.  The  fact  that  they  are 
tailor-made  to  display  WHITMAN 
merchandise  with  the  greatest  efficiency 
in  the  smallest  amount  of  space  has 
made  them  an  immediate  success  with 
tevery  dealer  who  has  used  them. 

P  A  series  of  six  different  display  racks 
is  available.  These  racks  have  been 
designed  by  the  Eldon  Manufacturing 
and  Engineering  Company  especially 
for  the  WHITMAN  COMPANY.  Job¬ 
bers  may  obtain  them  at  factory  prices 
directly  from  the  manufacturer  who  is 
located  at  6547  West  State  Street,  Mil¬ 
waukee  13,  Wisconsin.  Dealers  should 
not  order  these  units  through  the  manu¬ 
facturing  company  but  should  ask  their 
jobber  source  about  them. 

In  a  recent  survey,  we  have  found 
that  approximately  half  of  the  WHIT¬ 
MAN  jobbers  are  carrying  the  display 
racks  as  part  of  their  line  and  ap¬ 
proximately  65  per  cent  of  these  are 
giving  the  racks  free  to  their  accounts 
in  accordance  with  the  volume  of  their 
orders.  An  attractive  brochure  describ¬ 
ing  these  racks  may  be  obtained 
through  this  office  or  directly  from  the 
Eldon  Manufacturing  Company. 

We  have  discovered  that  the  large 
floor  display  rack  No.  FD-375  has 
proven  the  most  popular  of  all  of  the 
units.  It  has  18  pockets,  each  with  a 
capacity  to  hold  14  coin  folders  or  an 
adequate  stock  of  catalogs  and  other 
albums.  The  next  most  popular  unit  is 
|iic  revolving  counter  display  No. 
P&D-391  which  holds  1 1  dozen  of  the 
WHITMAN  coin  folders  in  a  very 
minimum  amount  of  counter  space. 
Sharing  equal  popularity  is  the  No. 
CD-413  counter  display  rack  which 
takes  only  21  inches  of  counter  space 


and  displays  an  eye-catching  assort¬ 
ment  and  supply  of  nine  different  items. 

The  accompanying  picture  shows 
how  Mr.  Leonard  W.  Stark  of  the  Cen¬ 
tral  Coin  Mart  used  the  Eldon  display 
racks  to  good  advantage  in  his  store. 
I  recently  had  a  chance  to  talk  with 
Leonard  in  his  place  at  25  North  Dear¬ 
born  Street,  Chicago,  and  he  told  me 
an  intriguing  story  of  how  his  sales  of 
the  blue  coin  folders  have  increased 
since  he  started  using  these  racks  about 
three  months  ago.  The  right-hand  side 
of  his  store  had  previously  been  covered 
with  a  bookshelf  type  rack  which  held 
a  supply  of  WHITMAN  coin  folders. 
These  were  all  taken  down  and  re¬ 
placed  with  three  of  the  large  size  floor 
display  racks.  As  you  can  sec  from  the 
picture,  the  added  wall  space  has  given 
liim  quite  a  bit  of  additional  room  to 
display  other  items  and  has  also  made 
the  interior  of  his  store  quite  a  bit 
roomier. 

The  floor  racks  can  be  seen  from  the 
outside  of  his  store  and  seem  to  be  a 
good  inducement  for  bringing  collectors 
in  to  browse  around.  Leonard  finds  that 
the  display  racks  need  little  or  no  at¬ 
tention  other  than  filling  them  up 
ever)'  day.  The  albums  sell  themselves 
without  taking  his  time  to  pick  them 
out  for  his  customers.  As  the  collectors 
look  through  the  various  titles,  they 
arc  now  picking  out  eight  or  ten  num¬ 
bers  where  they  previously  would  only 
be  buying  two  or  three.  Actual  records 
indicate  that  his  sales  have  increased 
from  four  to  five  times  what  they  pre¬ 
viously  were  before  installing  the  Eldon 
racks. 

If  there  was  ever  a  doubt  in  his  mind 
before,  Leonard  is  now  convinced  about 
how  important  it  is  to  carry  the  com¬ 
plete  WHITMAN  line.  With  all  of  the 
different  numbers  to  choose  from,  col¬ 
lectors  just  naturally  pick  out  titles 


that  they  perhaps  had  no  intention  of 
buying  before  seeing  them  in  the 
display. 

According  to  Leonard’s  observations, 
the  display  racks  produce  more  profit 
than  any  other  square  foot  of  counter 
space  in  his  store.  His  story  of  success 
is  not  an  exceptional  one.  Similar  stories 
have  been  repeated  by  other  dealers 
throughout  the  country.  Undoubtedly, 
many  more  dealers  could  be  enjoying 
the  benefits  of  these*  Eldon  units  if  they 
would  but  review  their  space  problems 
and  consider  the  possibilities  of  adapt¬ 
ing  these  racks  to  their  own  use. 


UNIVAC  MACHINE  AIDS  IN  SCHEDULING  PRODUCTION  % 


Out  of  stock  again? 

Don’t  you  fellows  keep  track  of  how 
fast  your  products  sell? 

How'  often  have  we  heard  these 
w'ords!  The  answer  is  emphatically  yes. 
Very  careful  records  arc  kept  at  all 
times  on  every  item  in  the  line. 

Why  then,  you  ask,  are  certain  items 
occasionally  out  of  stock.  The  answer 
to  this  is  not  an  easy  one.  Even  with 
the  most  careful  planning  it  is  some¬ 
times  impossible  to  anticipate  sales  of 
coin  supplies  six,  two  or  even  one 
month  in  advance.  The  reason  for  this 
is  that  the  coin  supply  business  has  been 
growing  so  fast  during  the  past  few 
years  that  a  study  of  last  year’s  market 
may  bear  absolutely  no  relation  to  this 
year’s  sales.  New  dealers  are  starting 
in  business  every  day  at  a  rate  that  is 
hard  for  the  jobbers  to  keep  up  with. 

Perhaps  now  you  arc  wondering  just 
how  production  of  the  coin  supply  line 
is  scheduled  and  the  methods  we  use 
to  determine  possible  future  sales.  The 
five  tape  units  shown  in  this  picture 
arc  one  of  our  most  important  items  in 
keeping  records  of  all  past  sales  and 
thus  determining  sales  trends. 

These  magnetic  tape  units  are  but  a 
part  of  the  Univac  file  computer  system 
that  is  used  to  process  orders  here  at 
the  home  office  of  Western  Publishing 


Part  of  the  Univoe  filo  computer  system  is  shown 
hore  being  operated  by  Joe  Blommel,  who  is  at 
tho  right;  Tom  linden  is  at  left  and  Bob  Spear  is 
sealed  at  the  desk. 


Company,  Inc.  WHITMAN  PUB¬ 
LISHING  COMPANY,  which  in¬ 
cludes  our  coin  supply  division,  is  a 
subsidiary  of  Western  Publishing  Com¬ 
pany.  Both  companies  use  the  facilities 
of  this  installation. 

At  the  end  of  each  day  the  system 
furnishes  us  a  complete  inventory  record 
of  every  item  in  the  coin  supply  line. 
'Phis  inventory  is  reviewed  each  morn¬ 
ing  to  determine  if  any  items  arc  out 
of  stock  or  dangerously  low.  It  is  then 
up  to  our  production  men.  Pete  Focrstcr 
and  Warren  Miejke.  to  see  that  ad¬ 
ditional  quant  itieSttn-  scheduled  for 
immediate  pioductfem. 

In  addition  to  giving  us  an  up-to- 
date  inventory  each  day,  the  computer 
system  also  keeps  track  of  all  daily  and 
past  sales  records^  Past  sales  of  all 


items  in  the  line  can  be  quickly  re¬ 
viewed  and  projected  to  show  what 
future  sales  trends  might  be. 

Every  order  that  wc  receive  is 
punched  on  cards  and  the  information 
fed  into  the  machines  which  quickly 
determine  if  the  items  arc  in  stock 
and  automatically  process  the  orders. 
At  this  point,  the  perpetual  inventory 
and  other  pertinent  records  are  changed 
immediately  in  the  memory  storage 
units.  Following  the  computer  run,  the 
invoice  forms  arc  billed  by  punch  card 
tabulators. 

While  the  Univac  computer  system 
is  taking  care  of  all  of  our  book  work, 
the  orders  are  already  on  their  way  to 
the  shipping  department  where  the 
orders  are  packed  and  loaded  into  their 
properly  assigned  trucks. 
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friends,  to  better  acquaint  them  with  the  Whit¬ 
man  coin  supply  line  and  assist  them  in  mer¬ 
chandising  our  products. 
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every  trade  area. 
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